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by Robert Kirby 

Be Computer ‘Smart’ (All by Jesse Berst): 

New micro, hackers, used hardware 

Accounting; printer productivity, repairs 
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Academy saves big with full-campus retrofit 
Army post saves big on fuel costs 
Electric-to-oil conversion pays big savings 
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Forum Part 4: Growth 
Future lies with customers-oriented organization 
Growing in oil country 
MEC hits safety issue again in 1985 
Marketer supplies fueloil to historic site 
Oil boilers featured on public & commercial TV 
Oil heat warms Newport mansion 
Surviving in gas country 
This marketer targets and gets steady growth 
Zero growth means long term death 
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Successful sales start with questions 
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Good Listening means better management 
by Cathcart/Alessandro 
Teach yourself to delegate 
by John Keeler 


Oregon marketer offers new products, services 
by Mike Major 


Customer sales (All by Ronald Skinner): 
Addressing the callback problem 
Is telemarketing for you? 
New Construction as a source for leads 
Taking the discounter's bite away 
Building a professional fuel sales force 
Competing with serice plans...not price 
Quality begins and ends in service 
Run a ‘quality’ fuel company 
Service must overtake price 
Telemarketing as a defense against gas 
Turn price inquiries into great sales leads 
Whistles, bells and buttons 


TECHNICAL Month Page 
Solving the no heat call quickly 
by William Drennan Sept. 45 
Gauges and field service 
by William Mitchell Aug. 
Pre-season start/check/test procedure 
by Henry Puzio May 
Troubleshooting procedures by Henry Puzio Mar. 
Principles of draft and draft controls 
by Jerry Ruka Nov. 
Proper burner application 
by John McAuley 


Service facts (All by Lindy Lindtveit): 


Part 1: Understanding the supply pumper 
system 

Part 2: Understanding the supply pumper 
system 

Part 3: Understanding the supply pumper 
system 

Servicing the R8182A combination control 

Servicing the circulator relay aquastat 

Standard parts to repair combination 

controls 
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Marketers report on truck maintenance 
procedures ? 
Marketers report collections are stable 
Marketers and customers gain from 
budget plans 
Marketers respond to import tax impact 
Marketers report inventory control service parts 
Marketers report on service personnel turnover 


STATISTICS & MARKET ANALYSIS 


Rising costs trim profits, still good business 
; by Margaret Mantho 
Service departments only strong & healthy 
'y Margaret Mantho 


Homebuilder, realtor look at oil heat in N.H. 
Products shown of interest to oil heat marketers 
Glance at 1985 by Mark Decker 
Now is time to correct anti-oil bias 
by Mark Decker 
SPECIAL STUDY OF THE MONTH Month Page Oil Heat Technology Conference 


by Richard Cahoon 
Marketers report costs of service operations Feb. 1985 New Products Review 
Customers are going back to full-service Builders endorse ‘smart house’ venture 
marketers Mar. by Roger Hammer 
Marketers report on oil quality Apr. What is PMAA? by David Morehead 
Marketers evaluate sale price of companies May Why has military declared war on oil? 
Marketers take pride in clean delivery trucks June by Stewart Dugald 





Get your customers _ Sludge related 
a service calls are 


off toa > . the quickest way 
clean start | H to put your 
and save service department 
. os “in the red”’. 
precious | 
° ° a You can cut down on this cost- s 
service time ~g ly service by removing sludge and 
: other contaminants from yours 
customer’s tank. The Hamcos 
79-SP Tank Cleaning System is: 
designed to filter sludge with-$ 
out removing any appreciabie $ 
amount of valuable heating oil. $ 
Portable and easy to use, the$ 
Hamco 79-SP comes complete: 
with all accessories and instruc- $ 
tions for efficient one-man opera- $ 
tion. : 


Let us show you how to turn as 
profit on oil Tank Cleaning. 


Hamco Tank ‘ aL listed for pumping #’s 2-6 oils 
Self priming 
Systems . Cleans at any level 
P.O. Box 135 77 Ball Rd. 10 day money back guarantee 
Townsend, MA 01469 (617) 597-8026 
West Coast Distributor — Pringle Power Vac, Inc. Walla Walla, WA (509) 525-4423 


Circle Reader’s Service Card No. 300 
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